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Agenda

¢ Last 6 months
¢ Small/Medium business outlook
¢ Opportunities for you
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¢ CreditCrunchg Opportunity or threat for Hosting?
I

¢ Ongoing M&A activities
¢ DadaS.p.AacquiredAmen
¢ DigiwebacquiredNovara
¢ Cisco Systems acquir@dstPath(hosted mail platform)

¢ Partnerships
¢ NTT andOpsourceagreedto cooperateon SaaS
¢ Broadsoftand MicrosoftannouncedHostedUC alliance@ct08)




¢ LY UKS YSFEYUAYS |G aAONRazt¥
¢ June- HostingCompetencyaunch
¢ July- BPO®artner modelannouncemenWW Partner Council

¢ July- Microsoft Application Virtualization v4.5dftgrid) availableg first
deployments

¢ October- Windows Azure platform announced at Partner Developer
Conference

¢ November- Microsoft On Line servicéaunchin the US
¢ November- WW BizSparlannouncement(start-up program)

¢ Strongoverallgrowth fueledo e X
¢ Hosted Exchange (MAPI) seats grew $@¥o
¢ HostedOfficegrewby 57% in the lastear(Oct2007¢ Oct2008)
¢ Enrolled 20 nevhostersfor CRM; fast growth in EMEA




SPLA Reseller channel (38 partners, 7 new)
Rebate Structure finally defined

AREA  COUNTRY FY09 AUTHORIZED SPLARS
UK INSIGHT SOFTCAT BYTES
GER INSIGHT CRAYON DATALOG ADN
FR INSIGHT ETC
WE BELUX INSIGHT ECONOCOM

NL INSIGHT TECH DATA

SWE INSIGHT CRAYON

DK INSIGHT CRAYON NORSOFT

ICE INSIGHT NORSOFT

NOR INSIGHT CRAYON INMETA

FIN INSIGHT CRAYON

SWITZ INSIGHT SOFTWAREONE

AUST INSIGHT 'SEIDL SOFTWARE

T INSIGHT

IRL INSIGHT MICROMAIL

sp INSIGHT GTI

PORT INSIGHT CPCIS

Middle East ITECORP PROBIL

Africa FIRST TECH

POL APN PROMISE

CZECH INSIGHT DAQUAS

GREECE

ROMANIA INSIGHT

CYPRUS INSIGHT

ESTONIA INSIGHT

SLOVENIA INSIGHT REPRO MS

BULGARIA STEMO

HUNGARY INSIGHT ATIGRIS

LITHUANIA INSIGHT

LATVIA TVG

SLOVAKIA INSIGHT EXE

OUTSIDE EU INSIGHT ICS MEGATRADE SPAN
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The Global Small Business
Technology Index

€ In Summer 2008, Microsoft conducted research into the attitudes of small
business owners/managers within small organisations

€ 1300 Small Businesses in 11 countries

¢ France, Germany, UK, Italy , Sweden , Russia, Canada, USA, Australia , China and
Japan

¢ 6small 6 business defined as maxi mum of 50 e mj
¢ interviews conducted online and by telephone, in native languages
¢ in partnership with  Vanson Bourne research consultancy

¢ Purpose : understand their use of IT and the challenges they face




Market study findings: Where does time go?

Question:
Which are the top -3 day -to-day tasks that take

up MOST of your time?

Product development 18%

IT management 15%

Of course, Sales, Marketing and Finance take most of the attention of a small business
owner, but for 15% of the respondents, IT management is one of the 3 most time -

consuming daily tasks.
In Sweden and France , a significantly higher percentage of the respondents put IT in their

top - 3 daily tasks.



Market study findings: IT support

Question:
Where do you get IT support for your business?

A friend 14%

Most of the time, IT support is provided by either the respondent his/herself or by someone

within the organisation either a professional or an amateur.
Just occasionally, small companies will recognise that they need to invest in professional IT

support



Market study findings: Hosting Awareness

Question:
Are you aware that you can rent IT from a
telecommunications company or hosting
services provider on a subscription basis?

Yes 44%

-the majority are not aware that a service such as hosting exists
-therefore the hosting vendor community needs to do some small business education

But being aware of the service and being interested in the concept are two different issues



Market study findings: Consider Hosting?

Question:
Would you consider using hosted IT
services, Ie renting what you need rather than
buying it, from a service provider?

Yes 65%

-some 65% of respondents said that either o6yesod or
adopting a hosting service, this despite the low levels of awareness



Market study findings: Hosting Issues

Question:
What discourages you from the idea of
hosted services?

Prefer to keep IT maintenance @ite 32%

And wedr e back tagan,dbechusethetmaioreason these people said
6nod to hosting is that they dapthern under st and



Market study findings: Hosting Values

Question:
What interests you in hosted services?

‘

g 2 dzt R
Helps me remedy my unreliable IT 33%
-major reason why companies may be interested in utilising a hosting service is that of focus

-emphasis for the vendor has to be on specific marketing and education of this very
significant group



SMB Business Outlook - Summary

¢ Key Findings:

Small Businesses spend significant time with IT

MD of the company is often the one fixing IT

Concerns about security and SPAM

Issues about competing with larger firms and Enterprise IT

While SPs could address the issues raised there is still low
awareness of IT Services from SPs

L& H &H &L &

¢ Conclusion - Great opportunity for the channel
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Partner Hosted Microsoft Applications

L] L]
Business Email

wGrowth in line with overall Microsoft hosting of ! {!'[a o64a.NAy3a ,2dN hgy /! [:
growth wAllows Open/Select/ EA customers with SA to be

i —— hosted on Shared platform with small monthly
wMany small partnerg expecting consolidation e 0 SPLA

wSuite SAL
New Tools and resources wBundle of Exchange, OCS, MOSS and Live Meeting

wSilverLighthosting demo w40% discount versus the new (reduced) SPLA pricing

wlLocalized in 17 languages (text, vemer and
screenshots) and delivery starts December

wOutbound Sales Workshops Opportunity for you
wExperts help partners sell predictably and in wOpportunity of on premise to hosted migrations
volume through telesales wPlatform consolidation (White Label or BPOS)
wPilots yielded 20% conversion of existing web  wlLeverage Microsoft Online marketing and awarengss
hosting and broadband customers position visa-vis BPOS
wDelivers 1) best practices, 2) complete wBuild a compelling partner/reseller proposition for your
business case and 3) comprehensive project hosted services

plan wUnified Communicationg voice integration in HMC 4.5

wHosted Exchange Sales Toolkmow on MSPP wBUndle anciERIEEs
Hosting Competency portal



State of the Business

Call to Action

wHosting of ISV applications continues to be a wHosters:

strong growth area wLeverage Hype‘r/ + AppV to support ISVs

WY UNRRdAzZOOGA2Y 2F o/ f2dzZRENBWAUALI GADSE gAff KSE LI |
push to the next wave of growth

Wt KS a/ t2dzRé gAftt F2NDS R G2 G0KS { SNIAOS
Providers to adopt new skills and business od—l(aﬁers &%ELA%Q/ _
models wCaooperate to recruit new business and add

wS+S Incubation Center program continues to value

provide opportunities to Service Providers to
differentiate

WSPLARS:
wRecruit ISVs on SPLA

New tools & ressources

. - wSVs:
wMicrosoft BizSpark
wSPLAR playbook on Growing Business with ISVs wCheck the Self_Asses_sment to understand
_ where you are in the journey to S+S success
wJanuary 2009 ISV Growth Webinar OWEY Wndo
wJanuary 2009 ISV Self Assessment Tool to oC t with the riaht part i i
assess readiness for SaaS success o HEEL B e right partner(s) to execute

on your S+S businessplan



